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I. QUALIFICATIONS

1. I have over twenty years of experience inthe cable televisionindustry as an

executive involved withboththe acquisitionand the licensing of televisionprogram m ing. M y

job responsibilitiesduring thatperiod required thatI be fam iliarwiththe fairm ark etvalue of the

differenttypesof televisionprogram m ing distributed overcable system s.

2. In1996,afterpracticing law fortenyears,I joined the program m ing departm ent

atthe then-largestcable system operator,Tele-C om m unications,Inc.(“TC I”). I wasresponsible

for negotiating the rights to distribute program m ing content over TC I and its affiliated cable

televisionsystem s serving m ore than16m illionsubscribers throughoutthe U nited States. This

included analyz ing,and determ ining the am ounts TC I would be willing to pay for,several

general entertainm entnetwork s,sportsservices,prem ium services,m ovie services,pay-perview

events (sports,m usic,and m ovies),broadcast and local televisionstations,and religious and

shopping program m ing.

3. In1999TC I wasacquired by A T & T C orp.and rebranded asA T & T B roadband. I

was prom oted to SV P,Program m ing at A T & T B roadband and becam e the departm ent head.

A fter C om cast acquired A T& T B roadband,in 2003 I was nam ed SV P,Program m ing

Investm ents for C om cast. I assisted inthe m anagem ent of C om cast’s various program m ing

network s (e.g.,E!,G olf C hannel,O L N /V S,style,C om cast SportsN et Philadelphia);increasing

the distributionand profitability of those assets;developing,launching and achieving distribution

for new cable network s (e.g.,G 4,TV 1,and Sprout); and acquiring the rights for and

developm ent of new regional sports network s (C SN C hicago,C SN B ay A rea,C SN M id-

A tlantic,SN Y ). I alsoevaluated the acquisitionof various cable network s. M y responsibilities

included determ ining the m ark et value of these businesses as reflected in the highest per
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subscriber/per m onth (“PSPM ”) license fee cable system s and other m ultichannel video

program m ing distributors(“M V PD s”)would pay forthem .

4. In 2005,I becam e SV P,Sports B usiness D evelopm ent for C om cast. I

participated inthe transitionof O utdoor L ife N etwork from a sportsm an/outdoors channel to a

national sports service;acquired the national televisionand new m edia rights for the then

O L N /V S network from the N ational H ock ey L eague;developed additional regional sports

services;and negotiated for the rights to exhibit telecasts of N ational Football L eague gam es

undera then-new,proposed Thursday nightpack age.

5. In2007,I was appointed SV P,C ontent A cquisitionat C om cast. I resum ed m y

prior role inthe valuationand acquisitionof content for the then-largest M V PD ,including

negotiationswithvariousprogram network sforcarriage onC om castcable system sserving m ore

than20m illionsubscribers around the country. I also was involved inacquiring the rights to

exhibitvideocontent“online”and the rights toexhibitvideoona “non-linear”basis (videoon-

dem and or“V O D ”and “download togo”rights).

6. In 2009,I becam e EV P,D istribution and Strategy,for the O prah W infrey

N etwork (“O W N ”),a joint venture between D iscovery C om m unications,Inc. and O prah

W infrey. O urbusiness planforO W N was totak e D iscovery H ealthC hannel,whichwas atthe

tim e widely distributed forfree,and rebrand the service as O W N . I developed the distribution

strategy which transitioned all of the 80 m illionsubscribers from the free D iscovery H ealth

C hannel toa license fee based service inO W N . A s such,itwas critical todeterm ine the m ost

accurate yethighestPSPM license fee thatM V PD swould pay forO W N .

7. In2011,I m oved to C harter C om m unications as SV P,Program m ing,where I

againbecam e head of anM V PD ’s program m ing departm ent and assum ed the sam e program
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acquisitionand licensing responsibilities described above. Inaddition,I was responsible for

evaluating the im pact from technology changes in the distribution of content on content

valuations. I reported toC harter’sC EO and was partof the seniorteam thatrebuiltC harterinto

the m ostprofitable cable com pany inthe country. D uring m y tenure,C harteroperated over100

“Form 3”cable system s. I leftC hartershortly afterits m ergerwithTim e W arnerC able inM ay

2016.

8. M y full resum e isattached asA ppendixA .

II. INTRODUCTION AND SUMMARY

9. I understand that the purpose of this proceeding is to allocate am ong different

categoriesof program ownersthe royaltiesthatcable system spaid tocarry variousout-of-m ark et

(distant)broadcast televisionsignals during the years 2010-13 pursuant to the Section111

statutory license. A t the request of the Joint Sports C laim ants (“JSC ”),I have reviewed the

reportentitled Cable Operator Valuation of Distant Signal Non-Network Programming: 2010-

2013 prepared by B ortz M edia & Sports G roup,Inc.(the “B ortz R eport”). The B ortz R eport

reflects the results of cable executive surveys which show how cable operators would have

allocated theirdistantsignal program m ing budgetsam ong these program categories.

10. I believe thatthe 2010-13survey results setforthinthe B ortz R eportaccurately

reflectthe average relative values thatcable system operators (“C SO s”)ascribed tothe different

typesof non-network program m ing ondistantsignalsthey carried during the years2010through

2013. These results are consistent withm y experience as a cable program m ing executive;m y

fam iliarity with the m ark etplace during the tim e period inquestion;and m y discussions with

local program m ing decision-m ak ers during the sam e tim e period. Inparticular,I agree withthe

conclusionthatthe sportsprogram m ing ondistantsignals(including the superstationW G N )was
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the m ost valuable program m ing onthose signals –and that cable operators would have paid

roughly one-third of their distant signal non-network program m ing budgets for that sports

program m ing.

11. I alsohave reviewed the testim ony thatvariouscable executivesprovided inprior

cable royalty distributionproceedings concerning earlier B ortz surveys and the valuationof

program m ing ondistantsignals. A sdiscussed below,I believe the pointsm ade inthattestim ony

have equal applicability to the period 2010-13. H owever,changes inthe m ark etplace have

underscored the relative im portance of the non-network sports program m ing ondistant signals

including W G N .

III. FACTORS CONSIDERED BY CABLE SYSTEMS IN MAKING PROGRAM
CARRIAGE DECISIONS

12. There are several factors that affect a C SO ’s decisiononwhether to carry,and

how m uch to pay for,particular types of program m ing. These factors are:(i) custom er

acquisitionand retention,(ii)m anaging increasing program m ing expense,and (iii)bandwidth

constraints.1 The im portance of these factorshasevolved overtim e.2

13. The ability of particular program m ing to support custom er acquisition and

retentionis a crucial factor incarriage decisions because subscriber fees com prise the vast

m ajority of the revenue C SO s derive from theirvideoservice offerings. W iththe m aturationof

the m ultichannel video subscriptionindustry by 2010,custom er retentionhad becom e a m ore

im portant factor thanacquisition. It is easier to k eep anexisting custom er thanto tap intothe

1 B andwidthisa cable operator’sshelf space and will alwayshave tobe m anaged. H owever,due totechnological

and infrastructure im provem ents,by 2010-13,bandwidthwaslessof a concerninprogram m ing decisionsthanithad

beeninearlieryears.

2 A nadditional factoristhe C SO ’sability tooffsetprogram m ing expense throughthe sale of advertising. C able

network stypically provide distributorstwotothree m inutesof advertising tim e perhour,whichthe distributorm ay
use toadvertise itsownproductsand services,orsell toa third party topartially offsetthe costsof carrying the
network . T hatfactor isinapplicable here asC SO sm ay notinsertadvertising intodistantsignals.
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sm all,stubbornuniverse of non-m ultichannel custom ers orto acquire a com petitor’s custom er.

Itisdifficulttofind new program m ing thatistruly a significantdifferentiator. M V PD sgenerally

carry the sam e program m ing and seek tom aintainaccess tothatprogram m ing soas nottorisk

losing custom ersbecause of the absence of “m usthave”program m ing. Inaddition,m uchof the

program m ing on unique,“independent” cable network s is undifferentiated,syndicated

program m ing available onm any platform s,thatm ay be viewed atthe custom er’s schedule off a

variety of distributionplatform sincluding outside of a subscriptionwithanM V PD .

14. Thus,from 2010 through today a C SO is generally m ore concerned about

retention of current custom ers,and values program m ing accordingly,i.e.,absent this

program m ing the com pany m ay lose a subscriber to a com petitor. A critical factor in

determ ining whether to carry or continue to carry a program m ing service is the existence of

unique,differentiated content.

15. W henconsidering the carriage of a distantsignal,the presence of live team sports

program m ing isprim arily whatdifferentiatesthe signal. Eachgam e isa unique,real-tim e event.

L ive team sports are popular with a passionate segm ent of good custom ers,the very type of

custom ers the C SO is trying toretain. C ustom ers whoare fans of professional orcollege sports

expectthatthese gam es will be available as partof the subscription,m ultichannel program m ing

experience they are purchasing. A C SO risk slosing custom erstocom petitorsif itdoesnotcarry

servicesthatare exhibiting live sportscontent,a risk thatisnotgenerally presentwithothernon-

network program m ing. Sports program m ing is the m ost expensive program m ing ona cable

system precisely because inm any instanceswithoutita C SO will lose custom ers.

16. A nother im portant factor is that,rather thanbeing widely available onother

outletsorthroughnew distributionofferings,the distributionof live sportseventprogram m ing is
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generally lim ited. This lim ited availability increases the incentive tocarry,and hence the value

of,distantsignalswithsportsprogram m ing.

17. Incontrast,overtim e general entertainm entprogram m ing has becom e m ore and

m ore hom ogeneous,undifferentiated and accessible to viewing whenever and wherever one

wants itand onanabundance of platform s. In(and after)2010-13,syndicated televisionseries

from a distantsignal were available ona first-runbasisfrom the original exhibitionsource,while

syndicated library product was generally available onm any varied platform s,including for

purchase orrental. Syndicated “library”m ovies are the sam e. Evenwhena category of content

m ay be unique,very little of suchprogram m ing issufficiently “m usthave”suchthatitsabsence

would cause a C SO concernthatits absence,and its availability from a com petitor,would cause

the C SO tolose a custom ertothatcom petitor.

18. D uring 2010-13,by far the m ost widely retransm itted distant signal was the

superstation W G N . C harter,where I served as SV P of Program m ing beginning in 2011,

operated num erous cable system s that carried W G N as a distant signal. W G N was a long-

standing and integral part of the channel lineup as it developed inthe 1980s. W G N was the

long-tim e hom e of the C hicagoC ubs,aniconic A m ericansportsteam witha national following.

It alsocarried the telecasts of M ajor L eague B aseball gam es involving the C hicagoW hite Sox

and the N ational B ask etball A ssociationgam es involving the C hicagoB ulls. D uring m y tenure

at C harter,I viewed the sports program m ing onW G N as the principal reasonto carry it as a

distant signal. C ustom ers expected to have access to the sports onW G N . Incontrast,the
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syndicated reruns and m ovies onW G N ,which were fungible with sim ilar content onother

channelsand cable network s,had lessvalue.3

19. M anaging program m ing expense also is a crucial considerationfor any C SO .

M uchof these costscanbe explained by the critical necessity tocarry sportsservicessoasnotto

lose subscribers,and the highcostassociated withsports program m ing relative toothertypes of

program m ing.

20. In light of these concerns,the decision of whether to carry an independent

program m ing service,and particularly distantbroadcastsignals,wastherefore drivenby whether

ornotthe costof the program m ing was justified by the risk thatabsentthis signal the com pany

m ay lose custom erstoa com petitor.

21. G iventhis test,the local program m ing decisionto m aintainthe expense and

copyright fee associated with carriage of a distant signal was prim arily driven by sports

program m ing. Itjustified the continued expense tothe C SO ’s increasing program m ing budget

because itwas crucial toretaining cable subscribers.4 From m y experience,and givenwhatwas

occurring inthe industry at that tim e,sports program m ing was the prim ary justificationfor

m aintaining the expense.

IV. BORTZ REPORT RESULTS

22. The B ortz R eport found that C SO s would have allocated their expenditures on

categoriesof distantsignal program m ing assetforthbelow.

3
W hile itdid notim pactthe am ountof the royalty paid by a C SO tocarry W G N ,asnoted inthe B ortz R eport,som e

of the program m ing onthe W G N superstationfeed isnotcom pensable inthese proceedingsbecause itwasnot
carried sim ultaneously onthe local W G N C hicagobroadcaststation. T hiswasthe case withthe vastm ajority of the
syndicated program m ing,m ovies,and devotional program m ing onW G N . Incontrast,all of the live team sport
eventsonW G N were carried sim ultaneously onboththe local and superstationfeeds.
4 A sstated innote 2above,C SO sm ay notinsertadvertising intodistantsignals,and sothere wasnotevena

nom inal costoffsetfrom cable spotadvertising revenue.
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Source:B ortz R eport,Table I-1.

23. These results are consistent with m y experience and represent a reasonable

estim ate of how C SO s,onaverage,would have allocated their royalty paym ents for distant

signal non-network program m ing am ong the respective categoriesof suchprogram m ing.

24. The C SO responses tothe B ortz R eportreflectthe greaterrelative value of sports

program m ing to C SO decisionm ak ers. In2010-13,the live professional and college sports

program m ing ondistant signals was the “m usthave”program m ing onthose signals. Sports is

consistent“tune-in”,destinationprogram m ing –itsstory ism ostcom pelling while itisoccurring

live. B ecause it is differentiated,unique and exclusive,it presents a substantial risk of

subscriberloss if notcarried. Thus,sports correctly receives the largestpercentage of a distant

signal allocationfor the royalty paym ents. Incontrast,during this period,syndicated non-

network program m ing becam e m ore widely available overvarious platform s,including outside

anM V PD subscription,and the necessity for its exhibitionona specific network was less

com pelling and necessary.

25. The B ortz R eport results indicate that Sports has a high value per each hour

carried or viewed: respondents allocated approxim ately 40% of their budgets to program m ing

thatm ak es upa m uchsm allerpercentage of the total hours of program m ing carried and viewed

Table I-1.

Distant Signal Programming Valuation Studies, 2010-13

2010 2011 2012 2013

2010-13

A verage

L ive professional and college team sports 40.9% 36.4% 37.9% 37.7% 38.2%

N ews and public affairs program s 18.7% 18.3% 22.8% 22.7% 20.6%

M ovies 15.9% 18.6% 15.3% 15.5% 16.3%

Syndicated shows,series and spe cials 16.0% 17.4% 13.5% 11.8% 14.7%

PB S and all otherprogram m ing onnon-com m ercial signals 4.4% 4.7% 5.1% 6.2% 5.1%

D evotional and religious program m ing 4.0% 4.5% 4.8% 5.0% 4.6%

A ll program m ing onCanadiansignals 0.1% 0.2% 0.6% 1.2% 0.5%

Total* 100.0% 100.0% 100.0% 100.0% 100.0%

*C olum nsm ay notadd tototal due torounding.
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ondistant signals. That result is not surprising and is consistent with m y k nowledge and

back ground inthe industry. B ased onm y experience,including purchasing national and regional

sports rights,live professional and college team sports program m ing is –and was in2010-13–

significantly the m ost expensive program m ing a broadcaster or cable network acquires.

Program m ers pay these ever-increasing am ounts forsports rights only because they are able to

m onetiz e the rightsfeesthroughcarriage agreem entswithM V PD s. Indeed,the powerand value

of sportscontenttoM V PD sare furtherdem onstrated inthe m ark etplace by the factthatthe only

new cable network s since the prior proceeding and during this tim e period able to launch to

widespread,expanded basic-type distributionat significant license fees onall M V PD s were

sportsservices;specifically,the N FL N etwork ,B ig 10N etwork and SEC C hannel.

26. The fact that C SO s place a high relative value onsport program m ing also is

reflected inthe m ark et price paid through arm s-length negotiations with sports network s by

M V PD s as com pared togeneral entertainm entand othergenres of cable network s. O na PSPM

basis,the m ost expensive services for any M V PD are ESPN ,ESPN 2 and regional sports

network s. These services are approxim ately 4 to 5 tim es m ore expensive thanthe next m ost

expensive non-sports services,and 10 tim es m ore expensive thansom e of the m ost popular,

nam e brand,general entertainm ent services. B y far the m ost expensive cable network that is

prim arily a general entertainm entservice isT N T,and thatisbecause itexhibitsN B A and N C A A

M en’s bask etball gam es. TN T is roughly 3tim es m ore expensive toM V PD s eachm onththan

otherpopular,brand nam e,general entertainm entnetwork s. Thus,whenC SO s negotiate inthe

m ark etplace forthe carriage of cable network sontheirsystem sthey consistently,invariably pay

significantly m ore forsportsservicesthanany othergenre.
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27. Inshort,m y experience with m ark etplace transactions is consistent with and

confirm sthe highrelative value of Sportsfound inthe B ortz R eport.

V. PRIOR CABLE EXECUTIVE TESTIMONY

28. I have reviewed the testim ony subm itted inprior proceedings by the following

industry executives: (1)JudithA llen,form erSV P of V ideoatM ediaO ne,thenthe third largest

m ultisystem operator (“M SO ”) (JSC Ex. N o. 1); (2)M ichael Egan,form er D irector of

Program m ing at C ablevisionIndustries,a m ultistate M SO (JSC Ex. N o. 9);(3)Jerry M aglio,

form er SV P of M ark eting and Program m ing at U nited A rtists C able,thenone of the largest

M SO s (JSC Ex. N o. 10); (4)Judith M eyk a,form er SV P Program m ing at A delphia

C om m unications,the fifthlargestM SO (JSC Ex.N o.11);(5)Jam es M ooney,form erPresident

and C EO of the N ational C able TelevisionA ssociation(“N C TA ”),the cable industry’sprincipal

trade association(JSC Ex. N o. 12);(6)Trygve M yhren,form er head of the cable television

subsidiary of Tim e Inc. (later Tim e W arner C able)(JSC Ex.N o.13);(7)June Travis,form er

Executive V ice Presidentand C hief O perating O fficerof the N C TA (JSC Ex.N o.17);(8)R oger

L . W erner,then President and C EO Prim e Sports V entures,Inc.,which operated m ultiple

regional sportsnetwork s,and form erC EO of ESPN (JSC Ex.N o.19);and (9)R obertJ.W ussler,

the form erC EO of the nation’sthenlargestsuperstation,W TB S from A tlanta (JSC Ex.N o.20).

29. A lthough the M V PD industry has evolved significantly over tim e,the central

points m ade inthe testim ony of these cable industry executives about the value of sports

program m ing,both generally and inthe context of distant signals,rem aintrue today. I agree

that:

 C SO sseek unique program m ing toattractand retainsubscribers. (W ussler,pp.2-
3;M yhren,p.6;A llen,p.5;M eyk a,p.4.)





APPENDIX A

ALLAN SINGER

1051 S. Ogden Street (215) 375-4416
Denver, CO 80209 allansinger@comcast.net

PROFESSIONAL EXPERIENCE

CHARTER COMMUNICATIONS, INC.

Senior Vice President, Programming
March 2011 to September 2016

As Senior Vice President, Programming, at Charter Communications I headed the company’s
programming department and reported to Charter’s CEO. I was responsible for managing all aspects of

Charter’s acquisition of video content; including negotiating carriage agreements with large media
companies and independent networks, evaluating carriage of cable channels, acquiring video on demand

and library offerings from various content companies, developing the budget and long-range plan for the
company’s largest expense, examining business models for new packages and different distribution

modalities, and in managing the department. I was also involved in the various M&A activities in which
the company was involved during this time period, and was part of the senior management team that

transformed Charter into an extremely successful company.

OPRAH WINFREY NETWORK, LLC

Executive Vice President, Distribution and Strategy
November 2009 to March 2011

At the Oprah Winfrey Network (OWN), I lead the transition from Discovery Health to OWN, was
involved in the strategy surrounding OWN’s launch and supervised US distribution, digital distribution

and overseas distribution agreements. I created OWN’s license fee structure and worked closely with
OWN’s Board to implement our distribution strategy, prepared affiliate marketing materials, presented

the Network to distributors and negotiated all agreements. I was responsible for the most successful new
network launch in the last fifteen years, increasing distribution and establishing a healthy affiliate

revenue stream.

COMCAST

Senior Vice President, Content Acquisition
June 2007 to October 2009

As Senior Vice President, Content Acquisition, at Comcast I was responsible for acquiring network

distribution rights with content providers on behalf of the largest multichannel distributor. My
responsibilities included negotiating content agreements with media companies for distribution of their
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cable networks, VOD and broadband content and other new media initiatives. I was also involved in

examining and effectuating programming strategies for Comcast.

Senior Vice President, Business Development, Sports
June 2006 – June 2007

In this position, I was responsible for securing sports rights across various distribution and technology

platforms, with particular emphasis on acquiring these rights for Comcast’s regional and national sports
networks. I also helped develop Comcast’s regional and national sports strategy. I was the lead

negotiator in the acquisition of National Hockey League rights for the exhibition of games on linear

television, streaming, VOD and broadband rights for Comcast and VS, and was on the Comcast team that

negotiated with the NFL.

Senior Vice President, Programming Investments
March 2003 – June 2006

Comcast’s former programming investments department was responsible for managing and expanding

Comcast’s network portfolio. Our department evaluated numerous acquisition opportunities of media

companies, networks and strategic rights acquisitions. It acquired TechTV and combined it with our G4
Network, growing that network from 17 to 52 million subscribers. We developed and launched TV One

and PBS Kids Sprout. I was also responsible for the supervision of the various Comcast networks’
affiliate sales and marketing departments, and entered into affiliation agreements on their behalf with

various cable and DBS providers. I also led the rights negotiations that resulted in the creation of
Comcast SportsNet Chicago, obtained the rights to Sacramento Kings’ games resulting in the

development of Comcast SportsNet West and negotiated the rights and affiliation agreements that
created SportsNet New York.

AT&T BROADBAND, LLC
(formerly Tele-Communications, Inc.)

Senior Vice President, Programming
President, Satellite Services, Inc., 2001 - 2003
1996 - 2003 (SVP, 2001 – 2003, Vice President 1997 - 2001, Director 1996)

As Senior Vice President of Programming at AT&T Broadband and President of Satellite Services, Inc., its

content acquisition subsidiary, I lead rights acquisition negotiations with content providers for the
nation's then largest cable television company. In this capacity, my department completed programming

agreements with a variety of media companies for the distribution of cable and broadcast networks,
movie studios and pay-per-view events and sports content. I negotiated complicated rights transactions,

drafted and reviewed sophisticated contracts, evaluated equity positions, developed and initiated long-
term strategy goals and analyzed the financial ramifications of long-term programming obligations. I

also worked with the company's marketing department to assist in cooperative promotional relationships
with other media companies and facilitated the implementation of programming decisions by our local

business operations.
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WHITE AND STEELE, P.C.
Partner 1994 - 1996
Associate 1987 - 1993

I was a partner with White and Steele, at the time the twelfth largest law firm in the Rocky Mountain
region. At White and Steele, I tried cases in district courts throughout Colorado where I primarily

defended professional negligence cases for attorneys, accountants and health care providers. I briefed
and argued cases before the Colorado Supreme Court and other appellate courts, and assisted licensed

professionals in matters before their disciplinary boards and regulatory agencies.

FIERST AND CHRISTOPHER, P.C. HOLMES AND STARR, P.C.
1986 - 1987 1985 - 1986

General associate attorney duties at these firms.

CHIEF JUDGE DAVID ENOCH, COLORADO COURT OF APPEALS
Judicial Clerk 1984 - 1985

EDUCATION

JURIS DOCTOR, UNIVERSITY OF COLORADO, Boulder, Colorado 1984

BACHELOR OF ARTS, DICKINSON COLLEGE, C arlisle,Pennsylvania 1981

-Magna Cum Laude
-Phi Beta Kappa

-Varsity letterman in lacrosse in each of my three years at Dickinson
-Attended Hatfield College, Durham University, England, junior year

B O A R D M EM B ER SH IPS and O R G A N IZ A T IO N S

-Board Member, iN Demand, 2001 - 2002

-University of Colorado School of Law Dean’s Advisory Committee, 2014-2106
-Board Member, Make A Wish of SE Pennsylvania 2006 to 2009

-Board Member, Colorado Special Olympics of Colorado 2000 - 2003
-Board of Directors, Forest Hills Metropolitan District, 1994 - 1996

-Colorado Bar Association Ethics Committee, 1990 - 1993

ACTIVITIES

I enjoy tennis, skiing, guitar, reading and spending time with my two sons.
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